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Ideas From Leading Experts in Financial Planning

Trend Watch
Loan guarantees are gifts in disguise!
In Ltr. Rul. No. 91-13009, the Internal
Revenue Service ruled that a parent who
guarantees the repayment of a loan for a
child’s business has conferred a valuable
economic benefit to the business’ share
holders. Although the IRS has held loan
guarantees to be gifts, it has not provided
guidelines for valuing them. Besides the
gift tax, loan guarantees have estate tax
implications. They could reduce the
estate tax marital deduction because they
represent a potential claim against the
estate. Also, if an estate’s assets are
insufficient to satisfy a guaranteed
lender’s claim, the loan guarantees may
disqualify a Q-TIP trust. Clients can
minimize their exposure in these situa
tions by: (1) borrowing the money and
lending it to a child; (2) guaranteeing the
loan and documenting the value of the
guarantee; (3) rejecting the letter ruling
while being prepared to contest it; and
(4) providing by will that no payments
required under the loan guarantees are
to be paid out of the marital share of the
estate that passes to the surviving spouse.
The Journal of Taxation of Estates &
Trusts, Winter 1992, pp. 44-47.

U.S - Canadian cross-border employ
ment can affect retirement planning.
CPAs whose clients are U.S. or Canadian
citizens living and working in the other
country need to consider the tax treat
ment of their clients’ retirement benefits
when they return to their home country
upon retirement. Different factors will
determine the taxability of retirement
income. For example, a U.S. citizen
Continued on Page 2

1992 PFP Conference:
CPAs and the Art of
Implementation

What’s Inside

How can CPAs better serve their clients?
Increase their profitability? Solve their prac
tice problems? To find the answers to these
questions, nearly 250 CPAs gathered at the
three-day Personal Financial Planning
Technical Conference on January 13,1992,
at the Walt Disney World Swan Resort in
Orlando, Florida. This year’s conference
theme “Taking Action: Art of Implementa
tion’’ was designed to demonstrate how
CPAs can better serve their clients and
increase their profits by being involved in
the implementation stage of the financial
planning process. The conference offered
sessions covering different techniques and
strategies used in implementing financial
plans, such as investments, estate planning,
real estate, retirement planning and insurance.

State Society PFP
Committee Chairperson
Discussed Major Concerns
at Roundtable Meeting
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Kathleen A. Flynn Joins
the PFP Division Team
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Medicaid Spend Down:
A Long-Term
Health Care Planning
Alternative — Part II
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Howard Safer Recognized for
Distinguished Service in PFP
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CPAs as trusted advisers
Paul Merriman, president of Paul A.
Merriman Associates and the keynote
speaker, said that CPAs should get involved
in the implementation of their clients’

APFS Practitioners:
A Rapidly Growing
Specialist Group
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Social Investing Making Dollars and Sense
By James A. Shambo
James A. Shambo, CPA/APFS, Shareholder,
Sanden, Shambo & Anderson, P.C.,
Colorado Springs, CO, and PFP Executive
Committee member, looks at the emerging
emphasis placed on social criteria by the
baby boomers.

“We can change the world, rearrange the
world.” This challenge to a generation was
adopted by the environmental movement
AICPA PFP Division

born amid the turmoil of the 1970s. As
today’s investors, those “70s idealists” are
attempting to do with money what they
were unable to do with spirit and song —
and with increasing economic clout.
Originally, social investing simply meant
avoiding stocks of companies with negative
images, such as those investing in South
Africa. Now known as socially responsible,
responsive or aware, this type of investing
Continued on Page 4
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Continuedfrom Page 1

working and residing in Canada on
retirement returns to the United States
and receives Canadian social security.
Half of his Canadian benefits is exempt
under the U.S.-Canada Treaty. The Tax
Adviser, February 1992, pp. 94-96.

How are your GICs doing these days?
With the recent failure of several
insurance carriers, many plan sponsors
and employees who have purchased
guaranteed investment contracts (GICs)
are concerned about how safe their
GICs are and how financially sound the
insurance carrier is. GICs are fixed-rate,
fixed-term debt instruments sold by
insurance companies to pension plan
sponsors and employee-directed individ
ual plans. Because GICs guarantee
their interest rate which is usually tied to
the Treasury bill or note rate, they are
considered relatively safe investments.
But the ability to pay the principal and
income according to the GIC depends on
the creditworthiness of the insurance
carrier. GICs are backed by the carrier’s
general assets, and if the writing insur
ance carrier becomes insolvent, they can
be subject to creditors’ claims. Thus, the
GIC holders are unsecured creditors.
If the financial health of the insurance
carrier is in question, there are several
alternatives to GICs to consider:
(1) switching to a higher-rated insurance
company; (2) purchasing a guarantee
investment contract by a bank (BIC);
and (3) purchasing synthetic GICs
which are asset-backed contracts issued
by either banks or insurance carriers.
CCH Estate Planning Review, February
14, 1992, p. 16. ♦

State Society PFP Committee Chairpersons Discussed Major
Concerns at Roundtable Meeting
On January 12, 1992, twenty-three state
society PFP Committee Chairpersons met
with the PFP Executive Committee at the
Walt Disney Swan Resort in Orlando,
Florida, to discuss state societies’ concerns
about pressing personal financial planning
issues. The meeting, chaired by Michael
Azorsky, former AICPA PFP Executive
Committee Chairman, focused on such issues
as specialization, legislation and regulation,
AICPA support and public awareness.

Specialization
Soon, the Accredited Personal Financial
Specialist (APFS) Program will no longer
be the only accreditation program offered
by the AICPA. C. J. Netherton, Chairman
of the Specialization Accreditation Board,
reported that both the Management
Consulting Services Division and the Tax
Division are each currently discussing the
establishment of an accredited specialty
program and that state CPA society support
is needed if this program is to grow.
Supporters of additional accreditation pro
grams need to speak to their fellow CPAs.
Isabelle Curtiss, CPA/APFS, Chair
woman of the APFS Subcommittee,
reported on the growth of the APFS pro
gram and the successful State APFS
Program Leaders Project. Last spring,
APFS practitioners from forty-three states
volunteered to serve as APFS Program
Leaders. They promoted the APFS program
to their fellow CPAs who provide personal
financial planning. By writing articles and
giving speeches about the importance of
becoming an APFS practitioner, these lead
ers have been successful in stirring up
interest in the program. Their influence
resulted in a 50% increase in the number of
APFS candidates who sat for the September
1991 APFS Examination.
Curtiss said that the AICPA PFP
Division will continue its support of the

APFS program and called on state society
PFP committee chairpersons and APFS
practitioners to continue promoting the
APFS program.
To help CPAs prepare for the APFS
examination, Licensed Independent Net
work of Fee-Only CPA Financial Planners
(LINC) offers a two-day intensive course
prior to the examination date in Nashville,
Tennessee. Howard Safer, CPA/APFS, a

Perkins favored state
accountancy boards
regulating CPAs’
financial planning
activities.
PFP Executive Committee member and
president of LINC, announced that LINC is
willing to enter into an arrangement with
state CPA societies permitting them to con
duct the course, thus making it more
available. Safer reported that Maryland and
California State Society’s PFP Committees
conducted a LINC APFS course last year
and encouraged other state society PFP
Committee chairpersons to do the same.

Legislation and Regulation
Legislative actions and regulatory finan
cial planning laws continue to be a major
concern of state society PFP committee
members. John Perkins, former president of
the North American Securities Administra
tors Association (NASAA) and Missouri
State Securities Administrator, discussed
state regulatory issues and consumers’ con
fusion about financial planners. Perkins
favored regulatory cooperation in which
state accountancy boards would regulate
CPAs’ financial planning activities.
Legislative activity is increasing again on
the federal level, reported Phyllis Bernstein,
director of the PFP Division. Congressman
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Rick Boucher (D-VA) reintroduced the
Investment Adviser Disclosure and Enforce
ment Bill which died in 1990. If passed,
this bill would broaden the definition of
investment adviser to include financial
planners and would allow clients to sue for
violations of the Investment Advisers Act of
1940. The AICPA is opposed to the bill.
Bernstein said that it was probable that
new financial planning legislation will be
introduced this year. It would define
financial planning and establish minimum
regulatory requirements for states, and the
states will regulate financial planners. Bern
stein promised to keep the state society PFP
committees informed of the latest develop
ments. Furthermore, the Securities and
Exchange Commission will ask Congress
this year for legislation to enable it to inspect
investment advisers more frequently.
Charles Kowal, chairman of the PFP
Legislation and Regulation Subcommittee,
gave an overview of state legislation activity
affecting CPA financial planners. Kowal
predicted more legislative bills regulating
financial planners will be introduced in
1992, especially those based on the NASAA
model amendments. To combat legislative
bills adversely affecting CPAs who provide
financial planning services, the PFP
Legislation and Regulation Subcommittee
developed model language based on the
1940 Act clarifying the accountant’s exclu
sion. The proposed language states a CPA is
exempt from the definition of investment
adviser if he or she meets this three-prong
test: (1) does not hold clients’ funds for
investment purposes; (2) does not receive
commission for the purchase or sale of
securities; (3) does not give specific invest
ment advice unless it is based on financial
statement analyses or tax considerations.
The State of Illinois adopted this language in
its investment advisers law enacted last year.
Kowal expressed concern about an
emerging trend among securities commis
sioners in those states where financial
planning legislation has been defeated. He
observed that securities commissioners like
Indiana are trying to adopt regulations that
will expand the definition of investment
advisers to include financial planners. The
Indiana Legislature has defeated several
financial planning bills in the last few years.
Meanwhile, the AICPA has been working

with NASAA to clarify the NASAA model
language. Kowal asked PFP committee
chairpersons to be on the lookout for state
securities commissioners who want to
broaden the definition of investment advisers
to include financial planners and to try to
develop a cooperative relationship with their
state securities commissioners. He suggested

To combat legislative
bills adversely affecting
CPAs, model language
was developed
based on the 1940
Act clarifying the
accountant’s exclusion.
working with the state government affairs
committee to assist the state society in taking
appropriate actions.

AICPA Support
It was the consensus of the committee
chairpersons that standards on financial
planning were needed. Stuart Kessler,
CPA/APFS, Chairman of the PFP Executive
Committee, reported that the Executive
Committee was already in the process of
releasing its first exposure draft of a State
ment on Responsibilities in the PFP
Practice, The Personal Financial Planning
Process. The statement defines personal
financial planning and describes the CPA’s
responsibilities in the process. The statement
is educational and describes what is
considered good practice. It was pointed out
that it will not be an additional burden to
practitioners. The exposure draft is expected
to be issued in Spring of 1992.

Public Awareness
Kathleen Flynn, Manager, AICPA Public
Relations Department, reported on the PFP
Division’s 1992 Communication Plan. Var
ious promotional programs have been
developed to increase sectional membership
and the number of Accredited Personal
Financial Specialists and to broaden
consumer and media awareness of CPAs as
financial planners and APFS practitioners.
They include, for example, a new member
ship brochure and advertisement promoting
the APFS examination.
Flynn discussed the media plans for the
PFP Technical Conference. About ten media
representatives were expected to attend the
conference and a special dinner preceding
the conference. The dinner provides the
media an opportunity to meet with selected
members of the Executive Committee and
the Division staff and to set up interviews
with committee members and conference
speakers during the conference. Flynn
encouraged state society chairpersons to
use the promotional materials available
through the PFP Division’s public relations
programs, such as brochures, speeches,
and Money Management columns. The
participants discussed the possibility
of creating radio and television public
service announcements on PFP topics
after viewing sample announcements on
tax issues. These announcements would be
state society sponsored.
Armed with the latest information
obtained from the roundtable meeting, state
society PFP committee chairpersons
returned home to report to their committee
members on how their personal financial
planning concerns were being addressed by
the AICPA PFP Division. ♦

New Addition

Kathleen A. Flynn Joins the PFP Division Team
Kathleen A. Flynn has recently joined
the Communications Division of the
AICPA as the public relations manager
for the PFP Division. Her responsibilities
include developing communications
programs for the Division and coordi
nating the public relations activities and
media relations. Prior to joining the

AICPA PFP Division

AICPA, Flynn was a marketing and
conference planning manager for Coopers
& Lybrand in New York City. If you
have any suggestions, ideas or questions
about the PFP Division communi
cations plan, call her at (212)575-6274.
She is interested in hearing what you
have to say.
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Social Investing Making Dollars and Sense
Continuedfrom Page 1

has spawned several mutual funds and is
entering the more advanced markets of lim
ited partnerships and variable annuities.
Like traditional mutual funds, investors
can use socially responsible funds to meet
differing financial objectives and asset
allocation needs while accepting volatility
that matches their risk profile. These fund
products already meet most investors’ time
period requirements and include money
market accounts, bond and equity accounts
and. recently, an index fund, which provides
a low cost alternative. Although the invest
ment objectives may not differ from the
traditional mutual fund, socially responsible
funds screen out companies that do not meet
predefined social criteria. In addition to
excluding companies that do business in
South Africa, most funds screen companies
based on criteria in the sidebar.
A recent newcomer to the screening
process is the Domini Social Index (DSI)
used in the DSI Trust. The index is a market
capitalization-weighted index of 400 stocks
screened to meet multiple, broad-based
social criteria with the goal of proving
statistically that socially responsible invest
ing works. Approximately 255 companies
from the S&P 500,95 of the largest domes
tic companies outside the S&P 500 and
another 50 companies meeting specific
social criteria make up the DSI index. It
is an effective tool for testing the past
performance of individual stocks and for
matching clients to investments.
As a consequence of socially responsible
screening, however, industry sector weight
ings vary considerably from other index
based stock funds, and some industries are
excluded entirely. This exclusion addresses
the most frequent argument against socially
responsible investing: An investor should
not use artificial criteria when making
investment decisions that could limit the
total return. On the other hand, if screening
devices eliminate companies like Union
Carbide (currently negotiating for billions
of dollars in settlements arising from the
Bhopal, India, disaster) or companies subject
to governmental fines, damages or con
sumer boycotts, the socially responsible

4

investor will have avoided the nonsystem
atic risks associated with those industries.

Capitalism with a Conscience
Recent estimates place the amount of
assets managed by socially responsible
funds at about $650 billion, up from
$200 billion just two years ago. Calvert
Social Investment Funds, a family of
socially responsible funds, allocates less
than 1 % of its Managed Growth Portfolio to
high impact social investments. High impact
social investments include microenterprise
funds for desperately poor areas of the
SCREEN TESTS

Positive and Negative
Social Investment Screens
Safe and Useful Products: This screen
eliminates companies deriving more than
a specified percentage (usually 2% to 4%)
of gross revenues from products or
services not generally considered safe
or useful, such as alcoholic beverages,
tobacco, gambling, nuclear power and
military weapons.
The Environment: This screen elimi
nates companies that are not committed to
the environment; thus, those with waste
disposal or pollution control violations are
screened out. Environmental commitment
may be demonstrated by pollution control
initiatives and recycling programs.

Employee Relations: This screen
stresses a company’s positive acts, such as
employee stock ownership and purchase
plans, profit-sharing and retirement plans,
daycare and eldercare programs and
workplace safety.

Corporate Citizenship: This screen
identifies companies that are committed
to the communities in which they
operate, including charitable giving pro
grams, board level committees on
community relations, swift responses to
crises and inclusion of community rep
resentatives on the Board of Directors.

AICPA PFP Division

country and community-based programs.
In addition, the investment company allo
cates its income portion to U.S. Government
securities earmarked for community
grants, low income housing and urban
development.
Other funds meeting socially aware
criteria include Pax World Fund, Parnassus
Fund and New Alternatives Fund, an alter
native energy sector fund. Emerging
socially responsible funds include the new
Green Century Capital Management and
Working Assets, a community-oriented
fund. Venture capital investors can find
socially aware limited partnerships through
Muir Investments of San Francisco or the
Calvert Group of Washington, D.C. Those
looking for a company to help sort through
the maze of socially responsible invest
ments may wish to use First Affirmative
Financial Network of Colorado Springs,
Colorado, the nation’s first socially con
scious brokerage firm.
So-called Environmental Trusts have
been promoted by many Wall Street firms
trying to catch the wave. The companies
included, however, quite often top the list of
environmental offenders. Waste manage
ment companies with poor compliance and
illegal dumping records have used the
environmental label to disguise their record
of Environmental Protection Agency viola
tions. Investors should be forewarned of
these claims and stick with fund managers
whose investment philosophy precedes their
marketing claims.

Money Talks
Workplace safety and environmental
awareness are now expected by communi
ties where companies do business. This is
added to a generation of investors either
hoping their investment in the social move
ment will bring change or viewing it as
investing money with companies that
promote rather than hinder social change.
As yet, the long-term track record of
socially responsible investing cannot be
measured. Only time and growth of the con
cept will allow critical analysis. The old
adage “A tree is best measured when it’s
down” cannot be said of socially responsible
investing. Its fruit has yet to be borne. ♦
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Medicaid Spend Down: A Long-Term Health Care Planning Alternative — Part II
By Kenneth O. Doyle
Kenneth O. Doyle, Ph. D.,financial psychol
ogist on the faculty of the University of
Minnesota, concludes his discussion on
Medicaid spend down.

In the December/January 1992 issue of
the Planner, the purpose of the Medicaid
spend down and the income and asset rules
that applicants must follow were covered.
Also, several basic techniques for spending
down different kinds of assets were dis
cussed. In this issue, we focus on the spend
down techniques for other assets as well as
the psychological aspects of spending down.

Additional Spend Down Techniques
Pension and Other Qualified Plan
Benefits. If a plan participant can withdraw
a lump-sum benefit, even with a penalty, the
amount available for lump-sum withdrawal
will be counted against Medicaid eligibility.
Any income the participant receives or
could receive from the retirement plan will
be considered available to pay for health
care expenses.
Because it is so hard to access qualified
plan benefits without paying a tax penalty,
the spend down may require pretty aggres
sive techniques. If the participant is the one
most likely to need nursing care, the most
benign technique is simply to choose a life
and survivor benefit option. If the partici
pant’s spouse is more likely to need nursing
care, then a life-only option should be
selected. This way, at least some of the
money is protected.
A more aggressive strategy would be to
refinance the homestead, spend down the
proceeds and structure the new mortgage
amortization to match the pension income.
However, there are two risks involved in this
strategy. First, this method is based on the
theory that a person has the right to enough
income to pay the mortgage on a home. Sec
ond, giving away one’s home equity can
affect a person’s feelings of independence
and security.
If a retirement plan offers an annuity as a
payout option, it can be advantageous to
select this option. Medicaid will treat the

income from the annuity as available pay for
health care expenses, but Medicaid cannot
put a lien on annuity values that have not
been distributed when the annuitant dies.
The remaining annuity values go to the
designated beneficiary.
Family Farm or Business. If a person’s
share of a family farm or business pushes
the assets over the $2,000 limit, the excess
counts against Medicaid eligibility. Until the
farm or business is disposed of, the eligibil
ity will be delayed and the property may

Medicaid spend
down may require
some pretty
aggressive techniques.
have to be sold at distress-sale prices. Thus,
the Medicaid spend down becomes crucial.
If the farm or business cannot be sold,
Medicaid will put a lien against the property
until it is sold.
Here the technique of choice is the basic
spend down: (1) make a gift of the asset, in
stages if necessary to avoid gift taxes, to
beneficiaries until the Medicaid limit is
satisfied; (2) plan, if possible, to dispose of
the farm or business before applying for
Medicaid.
Inheritances or Expectancies. An
inheritance is a property already received
from the decedent; an expectancy is an
anticipated inheritance. An inheritance is
like any other asset, it is counted when
determining the eligibility limitations. How
best to spend down an inheritance depends
on the type of property it is.
The best way to deal with an expectancy
destined for the weaker spouse is to get the
testator to change the will. If you cannot do
that, the only remaining technique is to dis
claim under the will. In many states,
disclaiming treats the bequest as though the
disclaiming beneficiary had died before the
testator so the bequest goes directly to the
contingent beneficiary. Other states, how
ever, treat disclaimed property as having
passed through the one who disclaims to the

AICPA PFP Division

contingent beneficiary. Therefore, the one
who disclaims is deemed to have received
the bequest. This results in the bequest
being counted against that person’s
Medicaid eligibility or can being taken to
reimburse Medicaid for benefits already
paid out. Moreover, disclaiming does not
work if the property passes to a contingent
beneficiary who has a legal duty to
contribute to the beneficiary’s care — a
spouse, for example.

A Psychologically Sensitive Technique
The Medicaid spend down is psycholog
ically sensitive because handing over
ownership of assets to someone else strips
the older person of everything that the assets
symbolize. Money symbolizes security,
affection, competence, recognition, or some
combination of these. Especially at a
time when older people are distressed and
frightened by the loss of their physical and
psychological capacities, the fear of losing
security, affection, competence, or recogni
tion can be very powerful.
Opponents of Medicaid spend down
charge that it is an inappropriate use of the
Medicaid rules: Congress never intended
Medicaid as a financial planning technique
for preserving family estates. In addition,
they warn that if everybody used the
Medicaid spend down, the Medicaid system
would go broke. In contrast, proponents say
that there is no difference between the
aggressive use of the tax law to reduce the
family tax burden to a minimum and the
aggressive use of the Medicaid law to
reduce family health care costs to a mini
mum. They argue further that if Congress
wants to prohibit the spend down, it has the
power to do so.
Consequently, practitioners who discuss
the spend down with clients will need to be
sensitive to the possible feelings of guilt and
psychological loss that the technique may
stimulate. The existence of these feelings
does not obviate the technique, but it does
require sensitive discussion and explanation.
Otherwise, the most sophisticated planning
suggestions will go unheeded. ♦

5

PLANNER
1992 PFP Conference: CPAs and the Art of Implementation
Continuedfrom Page 1

financial plans. In his opinion, CPAs are the
best qualified professionals for the imple
menter’s role. Their clients see them as
trusted financial advisers, and CPAs know
more about their clients than most other
professionals.
Clients lack the right tools and, above all,
the discipline to implement their financial
plans, Merriman said. That’s where CPAs
come in. CPAs need to motivate their clients
to act on their financial plans. As their goals
are achieved, clients will value their CPA’s
services more. Merriman pointed out
that being involved in implementation
will lead to increased client loyalty, a greater
competitive edge and more personal
satisfaction for CPAs.

Informative Sessions
Once Merriman set the tone of the confer
ence, participants leaped into action by
attending their choice of thirty concurrent
sessions offered. Each session was designed
to provide the latest techniques and strategies
to use when implementing financial plans.
■ Speaker Roger Gibson, president of

Gibson Capital Management, Ltd.,
addressed the importance of asset alloca
tion in investment planning. He said that
the asset allocation decision — not secu
rity selection or market timing — is the
major factor in explaining the variances
in investment performance among mutual
funds. The art and science of good money
management combines the client’s given
risk tolerances, time horizons and specific
situations into a long-term investment
policy strategy.
This presents a big opportunity for the
CPAs to add value to their services. By
learning what their clients think about
investing, identifying inefficiencies and
correcting them, CPAs can help their
clients make better and more appropriate
decisions regarding their long-term
needs. It is through the discipline of
adhering to their decisions or strategies
that clients will attain their goals.
■ In another session, John T. Vaughn and
James Waldorf, president and vice
president, respectively, of JTV & A Pen
sion Consulting, addressed retirement
planning from the employer’s point of
view. They reported that small company

On January 13,1992, about 250 CPAs gathered to learn the “Art of Implementation’’ at the 1992 PFP
Technical Conference in Orlando, Florida. While learning the various implementation techniques and
strategies, CPAs checked out the latest financial planning products and services at the Exhibitors’ Hall.
The hall became the focal meeting place for participants to network and exchange ideas. The majority
of the participants (89.2%) were very satisfied with the conference andfelt attending was worthwhile.
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Jonathan Blattmachr explains how $1 million
can grow into $10 million by using a Megatrust.

employers were hunting for simple,
inexpensive retirement plans. Cost has
become the most significant factor in
selecting a retirement plan, they said. As
a result, 401(k) plans, age-weighted
profit-sharing plans, Section 125 plans,
and SARSEPs (Salary Reduction Sim
plified Employee Pension plans) are
most often selected by employers.
■ On the topic of life insurance, Lawrence
Johnston, senior instructor at the Univer
sity of Colorado, said that life insurance
should be evaluated as a component of a
portfolio, not as an asset held in isolation.
When evaluated in isolation, life insur
ance is viewed in terms of costs and
benefits. As a portfolio component, life
insurance is viewed in terms of being
negatively correlated with the value of the
business or estate to which it is added.
Therefore, the life insurance proceeds
will offset death’s adverse financial
impact on the business or estate of the
decedent, preserving the value of the
business or estate.
Because it is not possible to determine
the ultimate cost of life insurance,
Johnston advised CPAs that it is more
important to have enough life insurance,
even if slightly mispriced, than to have
too little of a lowest-cost product.

Exchange of ideas and experience
After learning the latest techniques and

PLANNER
Howard Safer Recognized for Distinguished Service in PFP
Howard Safer, CPA/APFS, is the 1992
winner of the PFP Division's Outstanding
Service Award. On January 14, Stuart
Kessler, CPA/APFS, Chairman of the
PFP Executive Committee, and Jim Wilson,
CPA/APFS, both past recipients of the ser
vice award, jointly presented Safer with a
Tiffany clock for his distinguished service.
The award is given to a CPA who has served
the public interest by enhancing the quality
of personal financial planning services and
who has served the AICPA’s PFP Division
in an exceptional manner.
Chairman Kessler remarked that Safer
has been involved in personal financial plan
ning for the past twenty years. He was on
the original AICPA PFP Committee which
evolved into the PFP Executive Committee
when the PFP Division was created in 1986.
He also was the past chairman of the
Tennessee Society of CPAs PFP Committee
and an officer of the Financial Executive
Institute. Currently, he is president of
Licensed Independent Network of Fee-Only
CPA Financial Planners, Inc. Safer has
served on numerous editorial advisory
boards of financial planning publications
and has taught financial planning at the

Howard Safer (c) receives the PFP Division’s Outstanding Service Award from PFP Executive
Committee Chairman Stuart Kessler (r) and James A. Wilson (I), both past recipients of the award.

Vanderbilt University Graduate School of
Management, Tennessee State University
and the University of Tennessee.

He is managing partner of Kraft,
Bros, Esstman, Patton & Harrell in
Nashville, Tennessee. ♦

1992 PFP Conference: CPAs and the Art of Implementation
Continuedfrom Page 6

strategies on implementing financial plans,
participants at the Practitioners Roundtable
had the opportunity to address special PFP
practice problems. For example, at the
Closely-Held Business Owner Roundtable,
practitioners discussed the difficulty they
have in getting their clients to actually trans
fer their business interests to their children
as planned. Linda McNally, senior financial
consultant at Wyatt Company, Washington,
D.C., shared her solution to this prob
lem. She called on the assistance of the
firm’s resident psychologist to help a
client overcome the various fears inherent
in transferring a business interest to the
future generation.
This year the “Experience Exchange:
Keys to a Successful PFP Practice” was
introduced. It allowed practitioners from
firms of comparable sizes to share their

expertise on PFP practice management
issues.

Successful Conference
Based on the participants’ evaluations,
the 1992 PFP Technical Conference was an
overwhelming success. Participants felt
their efforts to attend the conference had
been well-rewarded.
With this year’s conference as its stan

dard, the PFP Technical Conference Task
Force is planning next year’s conference to
guarantee it will be better. So mark your cal
endar with these dates: January 11-13,
1993! It will be held at the new Lowes
Coronado Bay near San Diego, California.
Also, be on the lookout for an early-bird
discount registration offer for PFP Division
members coming to you in the June/July
issue of the Planner. ♦

If You Couldn’t Attend, Don’t Despair!

Technical Conference Materials Are Available
If you missed attending the 1992 PFP Technical Conference, you don’t have to feel left
out. Copies of the 700-page conference manual, highly rated by participants, are avail
able from the PFP Division for $75. Send your check made payable to the AICPA, to the
AICPA PFP Division, 1211 Avenue of the Americas, New York, NY 10036-8775.
Tapes of most of the conference sessions are available from Conference Copy, Inc.
Call (718) 934-2678 for further information. Single tapes are $11.00 each, plus shipping.
For eight or more tapes ordered, the cost is $10.00 each, plus shipping.
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APFS Practitioners: A Rapidly Growing Specialist Group
On December 23, 1991, the United
States Postal Service made 145 CPAs
jump for joy. Were they winners of the
Publishers Clearing House contest? No!
They received word from the AICPA that
they had passed their Accredited Personal
Financial Specialist (APFS) Examination
that they took last September. After submit
ting their references, this group of CPAs
will join the other 435 APFS practitioners,
bring the total number of APFS practition
ers to 580. This represents a 25% growth
over last year.
To increase the opportunity for CPAs to
sit for the APFS Examination, a January
sitting was added. On January 12, prior to
the PFP Technical Conference, twentynine candidates sat for the examination.

It’s hoped the United States Postal Service
will bring all of them good news in May.
For interested candidates, the next
examination will be given on September 25
at various locations around the country,
which will be announced in August in
the Planner. Thereafter, the APFS examina
tion will be given every January preceding
the PFP Technical Conference and the last
Friday in September.
With the increasing number of APFS
candidates sitting for the examination, it
is evident that CPAs who provide personal
financial planning services recognize
the importance of becoming APFS practi
tioners. The designation is unique because
only CPAs who have demonstrated
their competency and experience in

Check Your Mailbox!

personal financial planning can earn it.
You can read more about the benefits of
being an APFS practitioner and read
the names of those CPAs who are Accred
ited Personal Financial Specialists in
a special APFS edition of the Planner
available in May. Or, you can read a special
brochure called “The APFS Designation:
What Does It Mean For You?” The
brochure is available at no charge through
the PFP Division.
If you are interested in joining the grow
ing ranks of APFS practitioners, call
1-800-966-PFP9 for an application and
the APFS Candidates Handbook, describ
ing the APFS program and containing
illustrative examination questions. There is
no charge for the handbook. ♦

Look for the special APFS issue of the Planner in your mail soon.
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